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“Because the people who are crazy enough to think they can change the world are the ones who do!” – Steve Jobs 
 

 “Life is a fingerprint that cannot be 
duplicated. So make the best impression 
with it. Live it. Love it. Don’t waste a single 
moment in your life. Because, time has no 
holiday. Dreams have no expiry date. And, 
life has no pause button… 
I cannot believe that we are halfway 
through the year already! I have been to 
San Diego and back. I have written an article 
on my experiences in California and you can 
read all about the international APMP 
conference in May in San Diego from a  

South African perspective. It was an absolute 
awesome experience! I am excited to be part of this 
great organisation. So much happened during the past 
two months in APMP South Africa. We adjudicated the 
shortlist of applicants for our sponsorship and the 
winner, Trevor Thabang Shakong, received his 
certificate on 21 June at the event held at Absa 
Capital. Trevor was chosen from a group of 121 
candidates, where five people were shortlisted and 
interviewed. He showed ambition and drive to make 
proposal writing his chosen career. He is also an 
ambassador for bids and will market APMP in all of his 

interactions. We held an annual event in Cape Town 
on 20 June, which was well received. We need an 
APMP Capetonian who can drive APMP forward in the 
province, so please contact me if you are keen. We 
also had an event in Johannesburg looking at what 
technology holds for proposals in the future. We even 
had a webinar session on 17 May with some awesome 
PowerPoint tricks for effective presentations. 
I invite you all to our annual conference on 23 August 
at Bytes, where you will feel the pressure cooking of 
proposal masters with us and Jon Williams as the 
keynote speaker from the UK. 

Marlize Schwar 
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How do you sow your proposal onto fertile ground? 

Neil Philipson was our main speaker at the APMP Cape Town event held at the EOH offices on Wednesday – 20 June.  

Neil shared tips on how we need to sow proposals onto fertile ground. He unpacked his top tips for powerful proposal writing and focused on how we should position our 

proposal in a way that grabs the client’s attention. Neil explained that companies procure business mainly through the tendering process and therefore the proposal team 

needs to have all of the right materials, formulae and tools in order to put together a winning proposal. This coupled with strategic bidding ensures a recipe for success. Know 

and understand your customer’s needs; challenge your answers and always ensure you deliver a powerful and persuasive story through the weaving of a golden thread 

throughout your proposal.  

The ten key tools we should utilise in constructing winning proposals are: 

1. Client focused 

2. Tells a compelling story 

3. Contains a clear strategy and theme 

4. Differentiates us from the competition 

5. Complete and error free  

6. A joy to read  

7. Easy to evaluate  

8. Speaks with one voice 

9. Appropriately approved  

10. Professional look and feel 

It was very insightful and the delegates participated really well in the session. There was lots of interest and people were hungry to learn about proposal writing and how to 

improve future bids in Cape Town. 

 

Neil is a certified proposal professional in the service sector. He is currently with Khato Holdings, a design and construction company involved in the development of large-scale infrastructure, 

where he is responsible for business development initiatives, lead generation and capture management for Africa. Neil was one of only four candidates out of 28 nominations who recently 

received a Fellow Member award at this year’s international APMP conference in San Diego, California. 
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“Technology and the digital future of tenders” – presented by Andre van Eeden from the Wow Factory 

APMP South Africa hosted an event in Johannesburg on 21 June at Equinox Absa Capital in Sandton, where Andre van Eden from the Wow Factory 

was the featured speaker presenting on technology and the digital future of tenders; challenging proposal professionals to critically think about 

how to use technology to transform the industry. 

Digitisation, as opposed to critically thinking about how to use technology, has become a dominant paradigm. It creates a misconception that 

technology on its own is sufficient when it isn’t! The key is in how we use the technology effectively in order to transform businesses and industries. 

The key takeaways from this presentation was that it is not about the technology, but what you do with it. Innovations and opportunities are 

enabled by being disruptive. We need to adapt to this new reality and start influencing the future of tenders through the effective use of 

technology. 
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“Awesome PowerPoint Tricks for Effective Presentations” 

 
In line with our technology theme for May and June, our third event for APMP SA was held on Thursday – 17 May at Absa Capital in Sandton, Johannesburg. As 

opposed to a traditional round table discussion, we met to view a recorded webinar. 

In this recorded webinar, Richard Goring of BrightCarbon shared “Awesome PowerPoint Tricks for Effective Presentations” like PowerPoint keyboard shortcuts, 

removing a background image, viewing layers, using vectors and much more, that will leave you feeling like a PowerPoint Pro! 

The webinar was so well received that we have decided to host more of these events. 

Here are some of the comments from the attendees: 

“I found the webinar presenter and content easy to follow and understand and know that it will save me a ton of time with future presentations.” 

- PETRA MCCABE – Proposal Facilitator, Aurecon 
 

“Great presenter and relevant topic! The “Awesome PowerPoint Tricks for Effective Presentations” webinar was very interesting and helpful. What’s great is that the tricks can 

be used at work or even for personal projects. I absolutely enjoyed it.” 

- IPELENG LEPHOTO – RFP Specialist, STANLIB 
 

“The webinar is a great medium to teach with and I enjoyed the content as it was very relevant, and clearly articulated. I really learnt a lot. Also, screening the 

webinar with the live interaction of the APMP members makes a great combination for a good evening. I would like to suggest that a short discussion follows the 

webinar, and perhaps some take home notes with key points may enhance the experience even more. But, altogether a great event! Thank you.” 

SHIRLEY MOSS – ADMAST Training & Recruitment 

 

 

To access a list recorded webinars, go onto the webinar library on https://www.apmp.org/page/APMPOnDemandStore. 
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       I left South Africa (SA) on Sunday evening 

– 13 May at 20h30 for an 11-hour flight to London, 
then an eight hour delay in London followed by 
another 11-hour flight to arrive in San Diego late 
Monday afternoon on 14 May. 30-hours in transit is 
quite a trip around the world and then to realise that 
my day was not 24-hours long but 33 hours as there 
is a 9-hour time difference between Johannesburg 
and San Diego! 
I was relieved to contact Elmien (just one floor above 
me) and know that she had arrived safely about two 
hours ahead of me. San Diego is the town and 
California the state that is the furthest away for 
someone travelling from SA! 

The conference only started midday on 
Tuesday - 15 May. Being totally jetlagged and 

wide awake at 02h00, I had difficulty in adjusting to 
the new time zones. Elmien and I took a long walk 
early morning through the harbour. There were lots 
of marines, with beautiful sail boats, around the area 
where the hotel was and I enjoyed the view of a 
beautiful sunset from my room across the marine 
next to the hotel. 

The conference kicked off with a chapter 

leader session. Rick Harris the APMP Executive 
Director mentioned the SA chapter and how high our 
certification levels are compared to any of the other 
chapters. The chapter leaders shared some of their 
best practices and there is a lot that we, here in SA, 
can implement for our members. Some of the great 
ideas included the shadowing of committee 
members for a period of two months to ensure that 
there is continuity when new committee members  

take over from an existing member. Another great idea 
is virtual coffee breaks every month where members 
discuss topics of interest. One of the chapters assisted 
members with their practitioner preparation, which 
simultaneously provided learning sessions for other 
members on relevant topics. 

Elmien and I attended the professional 
preparation workshop and now know what is 

required for professional accreditation. The first 
evening was a networking session and we had a great 
time meeting new people. It was encouraging to see 
how many exhibitors’ stands there were at the 
conference. There must have been in excess of 20! On 
Wednesday – 16 May, for the first time ever, I realised 
how many people across the world are involved with 
doing proposals. There were over 1 000 delegates at 
the conference and they were all present for the 
morning kick-off session. Christine Cashen did a 
motivational talk and inspired us all with her talk on 
‘Get what you want with what you got’. She 
emphasised that what you say comes your way. 

We attended panel discussions and 

workshops on the ‘Art to bid or not bid’, ‘executive 
summaries’ and a session on ‘video and virtual 
proposals’. I learnt that, nowadays, clients ask for 
responses via video for certain RFP’s. 
We also attended the Hollywood red carpet event on 
Wednesday evening. The decorations and the hall 
looked stunning. There was a band and we all danced 
the evening away! 

SA was on the map when Larissa Cornelius 

received an award for Under 40 winners and 
Neil Philipson made us proud as he was one of only 

four candidates that received the Fellow member 
award for which there was a total of 28 nominations. 

On Thursday afternoon – 17 May, I 

presented with my panel on Video and Virtual 
proposals. Beth Wingate, our moderator, prepared 
the session very well. We started off by giving 
background on the use of videos in proposals. I 
provided this background and showcased a video to 
prove how viewers’ expectations of movies and videos 
has changed over the last 30 years. My fellow panel 
member, Richard Goring, from Bright Carbon, 
presented on PowerPoint tools. We showcased more 
videos and had great interactions with the audience. 
After the session, I had an interview with Kevin from 
Aired Media Ltd – 7 seconds to Win, to showcase 
some of the 3D creative tools we use when we present 
to clients. 

That evening, Elmien and I joined the 
Californian chapter for a boat cruise and 
dinner. It was such an awesome experience to see 

San Diego from the harbour side and experience the 
night life of the West Coast people. There was a 
wedding celebration on the boat and we celebrated 
with the couple. 
There were lots of good learnings from the conference, 

but the highlight for me was networking 
with likeminded people across the globe. 

We plan to bring some of these people to SA in the 
future either in person or via virtual interactions. It 
was such an awesome experience!  
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1 034 delegates attended the conference. Jon Williams our key note speaker. He is so 
excited to come to SA! 

Rick Harris, the executive director, was 
proud that Elmien won the prize. 

View from my room overlooking the marine 
in San Diego. Stunning! 

Jamie Ninnerman, APMP chair. He and 
Elmien worked together at SAP. 

The boat cruise with the beautiful view of 
San Diego. 

 
 
 
 
 
 
 
 
 

Elmien and I living it up at the Hollywood red 
carpet event. 

How awesome is this? 

 

Kevin Aires interviewing me for his website. 

 
 
 
 
 
 
 
 
 
Networking with the California chapter. SA 

members will meet them soon. 
Seaport Village in San Diego. What a way to 

end the day! 
Panel with Beth Wingate as moderator, 
myself, Richard Goring and Brooke Savage. 
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APMP Webinar: 
 

The Future of Proposal Creation Driven by  
Artificial Intelligence 
 
Presented April 2018 by Pierre-Olivier Charlebois, CEO and Founder 
at reDock; Amlan Gupta, Vice President Operations, reDock. 
 
Artificial Intelligence (AI) is a hot topic, from cars and transportation  
to banking and financing but how is it impacting the future of proposal 
development? In this webinar, we review the current hurdles faced  
when writing proposals, and the role of AI in addressing the hurdles,  
both today and in the future. 
 
Top Takeaways: 
1. What is AI as it relates to proposal writing? 
2. What are the benefits that AI can deliver today? 
3. What might AI be able to do in the future to help proposal creation? 
 
 
______________________________________________________________________________________________________________________________ 

Term to know | AI (ARTIFICIAL INTELLIGENCE) | AI is the simulation of human intelligence processes by machines, especially 

computer systems. These processes include learning (the acquisition of information and rules for using the information), reasoning 
(using the rules to reach approximate or definite conclusions) and self-correction. Particular applications of AI include expert systems, 
speech recognition and machine vision. 
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In the South African context…the proposal is no longer king! 
 

Gone are the times when organisations could respond to tenders on the fly, especially if you are bidding to any government departments or organisations (organs of State). The increased 
focus on good governance and eradicating tender corruption places all who deal with the Public Sector under the microscope. As a result Public Sector tenders have become increasingly 
complex and governed. 

Public Sector tenders and their evaluation has moved away from merely a focus on solution proposals and price. Now, they also focus on: 

 Supplier Development and Localisation (SD&L) proposals 

 Safety, Health, Environmental and Quality (SHEQ) plans 

 Partnerships with Black-Owned Exempted Micro Enterprises (EME = annual turnover less than R10 million) and Qualified Small Enterprises (QSE = annual turnover less than R50 million) 

These requirements differ per tender, industry and customer. It requires detailed planning, analysis and commitment and should not be generic. It must be prepared on a per-contract and 
scope-specific basis. 

For business to effectively compete and respond to Public Sector tenders, they need to be proactive in ensuring: 

 Empowered and sustainable partnerships 

 A SHEQ baseline 

 Regulation comprehension 

The above preparations should form part of business development strategies to efficiently prepare your business to win, before beginning any tender response effort. 

Empowered and sustainable partnerships 

According to the PPPFA, an organ of state requires that 30% of the contract value be subcontracted to a 51% black-owned EME or QSE. The act further allows the organs of state to specify 
additional pre-qualifying criteria like such as QSE’s/EME’s that are black-owned military veterans, or suppliers in certain locations and/or industries. Bidders must also be registered on and 
in good standing with the CSD. 

Certain sub-contractor statutory and supporting documents must be submitted with the response. Although additional documents may be requested, the following is generally required: 

 Proof of agreement 

 Copy of CSD report 

 Proof of QSE/EME status in the form of a B-BBEE affidavit 

Establishing partnerships with black-owned Qualifying Small Enterprises (QSE) and Exempted Micro Enterprises (EME) is crucial. Starting the process of identifying and vetting partners after R RFP 
RFP release, places unnecessary time pressures on any bid process. 

The vetting process must include verifying National Treasury Central Supplier Database (CSD) registration. Companies not listed on the CSD, cannot do business with Government. 

Skills and enterprise development programmes should support these companies. The objective is to build empowered and sustainable partnerships. Also keep in mind that as these 
partners are nurtured and developed, their annual turnover will increase, effectively growing them out of their QSE or EME status. Thus it is recommended to keep a pool of 
subcontractors updated regularly. 

A proactive approach to compliance can form the baseline for various tender partnership models. Flexible models for SD&L is recommended as you will be expected to commit 
values/activities per contract. Double counting (using other contract initiatives) is not allowed. Organs of state will manage this on contract award with associated penalties. A baseline or 
programmes can provide a baseline to manage this. If you do not have a baseline in place, you might lose out on opportunities. 
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A SHEQ baseline 

In general, companies are expected over and above proving your standard SHEQ process, policies, structures and systems to provide a scope-specific plan per project. In this case, a 
standard plan per service/solution may serve as a helpful base which can be adapted per project as needed. If your business does not have these in place, you may find you will need to 
disqualify potential opportunities as building this from scratch per tender is onerous and not sustainable. 

SHE structures must comply with the Occupational Health and Safety Amendment Act, No. 181 Of 1993 (or as per the latest ACT version) to ensure good standing with the Department of 
Labour. The act requires a per site/project SHE structure and file if services are being provided off-site. 

Regulation comprehension 

There are various regulations and legislation that governs public sector procurement. Knowledge of these will empower you to comply with and fully use the procurement process. 

The framework for the public procurement system noted above refers to the following acts (not limited to): 

 Public Finance Management Act (PFMA) 

 Municipal Finance Management Act (MFMA) 

 Preferential Procurement Policy Framework Act (PPPFA) 

 B-BBEE Codes – BEE Act 2003 

Please check your bidding documents as organs of state generally give any additional regulations you need to refer to per tender i.e.: industry, 
contract or the Organ of State's own policies. 

In summary 

Despite the additional requirements noted above, responding to tenders in South Africa still requires compliant statutory documents, proposal 
documents, as well as competitive prices and B-BBEE compliance. The proposal may no longer be king, but a bad one is still likely to disqualify 
you. Being proactive in your pursuits and partnerships, will empower a winning approach. 
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What are they? 

There is usually great expense incurred when bidding for work or responding to an 
RFP and it is so disheartening to find out when you have been unsuccessful, 
particularly when so much work and resources have been involved. Loss reviews 
are face-to-face or telephonic detailed qualitative assessments with one’s would-be 
or existing customers that help organisations understand why they were not 
successful and how they can improve their competitive offering for subsequent bids. 

It has been our experience that many organisations give a standard response to 
unsuccessful companies such as “the decision was based on price”. When the 
unsuccessful applicants dig deeper in a loss review it is often the case that price 
was indeed a factor but not the defining reason behind their loss, which could be as 
wide ranging as the attitude of the sales team to the packaging of the proposal. Few 
decision makers and procurement professionals take the time to detail the reasons 
for a loss, which is why conducting an independent loss review is critical if you want 
to assess where you are falling short and what you, as an organisation, should 
continue doing well. Furthermore, the decision maker may be slightly embarrassed 
to share their organisation’s perceptions directly with the bidding company and 
salespeople, in particular if the feedback is sensitive. As a result, they avoid the 
conversation altogether by giving an uncontroversial, but sterile response. 

Win reviews, although not as urgently requested as loss reviews can also provide a 
wealth of information that can be morale boosting for the wider sales team (technical, 
proposal teams, marketing, sales support). Customers are often ready to share 
insight into competitors and their perception of your company’s brand or offering 
within their organisation and the larger market (this is also the case with loss 
reviews). 

Are customers open to doing these reviews? 

Customers are usually very open to sharing their insights on why a company was 
successful or unsuccessful on a bid when asked to set time aside for this purpose. 
They spend vast amounts of time evaluating bids and get frustrated when 
companies make repeated mistakes when submitting proposals.  

 

Most are really impressed that the company cares enough to find out what it was 
that made them stand out from their competitors or similarly, what they can do to 
fine tune their future proposals. 

What is key to ensuring the success of these reviews is that the executives within 
the organisation buy into the process and that they, as well as all stakeholders, are 
committed to actioning any feedback that comes out of these reviews timeously. 

Linked to your customer information 

These win/loss reports can be integrated into your CRM platform such as 
Salesforce.com with permissions so that the information collected from the client is 
all centralised. 

Take the next step 

To set up an appointment to discuss how Circle Perceptions can help your 
organisation please contact Jen Niehaus on j.niehaus@mweb.co.za or 
083 252 1576. 

About Circle Perceptions 

Jen Niehaus has over 20 years’ business 
development and research experience at 
organisations such as Accenture, Dimension 
Data, and MTN as well as consulting to SME’s 
on various projects. She started Circle 
Perceptions as she strongly believes in the 
value of win/loss reviews. Circle Perceptions is 
affiliated with Customer Champions, a UK-
based research company. 

 

 

mailto:j.niehaus@mweb.co.za


 

               
 www.apmp.org.za 

WHO’S WHO IN APMP SA? 
APMP South Africa Committee Member 

Page 11 
 

 

We posed the following five questions to one of our committee members, Ipeleng Rakidi (training and accreditation) so that you can get to know her on a more 

personal level: 

1. What is your strength in the proposal process? 
Content Planning. 
 

2. What are you currently reading? 
Get Up! Stand Up! Personal Journeys Towards Social Justice – Mark Heywood 
 

3. What don’t a lot of people know about you that you feel proud of? 
I am passionate about subsistence farming. I believe there is a need to significantly increase the  
productivity of subsistence /smallholder agriculture to ensure long-term food 
security. I grew up in the rural North West Province, where households  
produced most of their own food. 
 

4. If, for some reason, you landed up in a different career, what would it be?  
A Journalist. I studied Journalism and I am an avid consumer of news and  
current affairs. 
 

5. What is your favourite food? 
It depends on my mood! 

 
 
 
 
 

 
 

5 

4 

2 1 
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We posed the same to questions to Sally Jacques – one of our directors on the APMP South African board: 

 
 
 

 Being able to critically analyse content delivered by internal stakeholders. 
 

 
 

 On Kindle – The Weekends of You and Me by Fiona Walker. 
 On paper – The Knock on the Door by Terry Shakinovsky and Sharon Court. 

My first job was with the organisation that succeeded the Detainees’  
Parents Support Committee. 

 To my eight-year old son – My Family and Other Animals by Gerald Durrell. 
I don’t know who’s enjoying it more – me or him!  

 
 
 
 That’s hard! I’m an extrovert and possibly overshare. 
 
 
 
 My alter ego would love to be a singer and dancer and is very disappointed  

that I can’t hear a beat or move gracefully in high heels. 
 
 
 
 Lasagne is my comfort food and I’ve persuaded myself that chocolate is  

good for you so I have some every day. I can eat 90% dark chocolate! 
 
 
 
 
 
 

 
 

1. What is your strength in the proposal process?  

2. What are you currently reading? 

3. What don’t a lot of people know about you that you feel proud of? 

4. If, for some reason, you landed up in a different career, what would it be? 

5. What is your favourite food? 

4 

5 

5 

1 

2 

2 
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Themes 
 
The theme for this newsletter is ’Technology’. 
 
Each subsequent newsletter will focus on a 
different theme.  
 
In the next issue we focus on ‘Plan and execute’: 

 

 

 

      APMP SA Chapter Sponsorship 2018 

                               WINNER 

Trevor Thabang Shakong was announced as the winner at 

                    the event on 21 June at Absa Capital. 
 

 

 

 
 

Jan| 
Feb

• Proposal teams

Mar| 
Apr

• Design and creativity

May | 
Jun

• Technology

Jul | 
Aug

• Plan and execute

Sep | 
Oct

• Manage processes

Nov | 
Dec

• Tools and templates

Recent Announcements 

Two of our SA chapter’s directors received awards at 

the recent 2018 APMP Bid & Proposal Con in San 

Diego! 

They were Larissa Cornelius, who received an 

award for Under 40 Winners and Neil Philipson, 

who was one of only four candidates out of 28 

nominations that received a Fellow Member award. 

 

 

CONGRATULATIONS! 

You did us proud! 
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Training Dates
The next face-to-face two-day 

Foundation training and exam is 
scheduled for 15 and 16 October.  

Remember you can also register for 
the online Foundation certification.

Our South African chapter is proud to 
claim that we have the most people 

writing this exam out of all of the 
chapters across the world.

Let's take this to the next level! 
Please consider doing your 

Practitioner exam and make 
our South African chapter even 

prouder!

Competition

Up for grabs is a beautiful wine 
cooler!

Ideal and stylish in a beautiful grey. Main 
zippered cooler compartment with lining 

which contains two PS glasses and a 
waiter's friend. It can also accommodate 
one wine bottle. Front slip pocket. Single 

carry handle.

It could be yours if yours is the correct 
answer drawn. Email your answer to 

events@apmp.org.za with the heading: 
'Newsletter Competition: June 2018'.

Question: "How many delegates attended 
the 2018 APMP Bid & Proposal Con in   

San Diego?"

Competition closes on Friday - 17 August 2018 

Members' Feedback
We are working hard to address all of 

your issues raised in our member survey.

Please visit us on LinkedIn and also let 
us know what you think of our updated 

website: www.apmp.org.za.

We value your feedback so please drop 
us an email at info@apmp.org.za and let 

us have your comments.

Save the Date
Don't forget to diarise our annual 

conference on Thursday - 23 August.
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Contact Annelize via email on 

info@apmp.org.za to order your 

copy of ‘Writing Business Bids 

& Proposals for Dummies’ for 

only R 250 (excludes delivery). 

Limited stocks available. 

 

Thanks to our affiliate sponsor: 

 
 

Our theme for July and August 2018 is PLAN AND EXECUTE. 
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